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THE NEW TRADE PRACTICES AND MINIMUM SCHEDULES 
EFFECTIVE JANUARY 15, 1934, 


The new price schedule effective January 
15, 1934 are now distributed. The schedule 
sent you is confidential and not for distribu- 
tion to your prospects or customers. The 
items in the schedule are based on cost, not 
selling price. They are based on volume work. 
Some of the important points to be remembered 
wnen quoting prices are: 


PRICES: 
The prices are based on copy prepared and 
ready for photographing. 





SOMBINATION OF HALF TONES: 

All lots of eight or more halftones in 
the same focus in any one job may be fig- 
ured on the overall Square inch basis 
(square or silhouette) plus $.75 for each 
individual halftone unit. All lots of 
less than eight halftones must be figured 
at the regular minimum on the scuare inch 
basis. 


BACK-UP CHARGES: 
Two side printing shall be figured and 
billed at twice the one side price plus 
$.30 per unit sheet or-$.15 per unit 
Side. For six (6) pages or over at one 
time, no back-up charge. 


SUBSTITUTION OF SPECIAL STOCK. 
Where special stock is required, the 
price of stock bond as figured in the 
unit prices, including spoilage and hand- 
ling is $.09 per pound and should be de- 
ducted at this rate from the minimums 
above, for the purpose of figuring speci- 
al stock of a higher cost only. 


The cost of the special stock plus the 
handling charge of not less than 20% 
Should be addec to the net amount to ar- 
rive at the selling price. 


THAN 24 HOUR SERVICE: 

Any job requiring service of less than 24 
hours shall be quoted and billed at 
‘Schedule plus at least 100% on occasion- 
al jobs and at least 60% on large jobs. 





CONTRACTS : 
All new contracts shall be at prices not 
lower than minimums outlined in this 
schedule dated and effective January 15, 
1934. 


ESTIMATES: 
All estimates made to prospects or cus- 
tomers should be dated and be made in 
writing. 


RECTPROCETY: 
The local photo lithographer will respect 
price agreements in effect in other 
areas, provided however, such price 
asreements and reciprocity agreements are 
on file with the Executive Secretary of 
this Association, and provided the local 
photo lithographer be allowed to make 
Shipment into other areas to reach des- 
tination on date of normal delivery. 


No estimates lower than the minimums in 
our schedule shall be quoted by our mem- 
bers regardless of territory concerned 
except the prospect or customer be 1lo- 
cated in an area which has not given evi- 
dence of a willingness to cooperate in 
these price agreements. 


PLATE PRICES: 

Plate prices are being carefully studied 
and a scale computed for varying quanti- 
ties and varying number of pages. After 
this scale has been completed and ap- 
proved by a majority of our members in 
open meeting, such prices shall become a 
part of our trade practice and price 
agreement. 


The committee selected by the Chairman to 
prepare plate prices includes: 
Mr. W.F.Bell, National Process Company. 
Mr. A.Nauheim, Photo Litho Service 
Company, Inc. 
Mr. James Werblow, Polygraphic Company 
of America, Inc. 


It is hoped that they will have the chart 
prepared, ready for further consideration 
by the general group within the coming 
ten days. 








"Every man should devote some part of his time 
Of which he is a part." 


Vi 


to the building up of the industry or profession 


-THEODORE ROOSEVELT 
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INSURANCE WORK 


A summary of the loopholes found in the 
Insurance Schedule, effective September 15, 
1933, has been prepared by headquarters. 
Correspondence from Boston, Washington, and 
New York has been incorporated in the report. 
Some of the firms handling this business 
frankly admit making mistakes or lowering 
their price in order to get work. The con- 
census of opinion, however, is that much pro- 
gress has been made by having a loose agreement 
the first year and that all of the firms 
handling Insurance work should gather early 
this year to perfect a working agreement for 
the coming season. 


CONTRACTS REGISTERED AT HEADQUARTERS 


Pursuant to a motion made at the general 
meeting January 5, 1934, all contracts which 
had been quoted on by members but not closed 
were registered at headquarters to insure fair 
competition. All of these contracts were to 
be closed at prices quoted, not lower than 
prices in the September 28, 1933 price list, 
not later than Friday, January 12, 1934. 


IT PAYS TO COOPERATE 


Your Executive Secretary has asked NRA 
Headquarters for advice as to how one or two 
members who will not cooperate can be brought 
into line. At present we are operating under 
the PRA and that can be used to some extent. 
After we have our NRA code, then we will be in 
a position to handle a single firm to sdvan- 
tage. In the letter shop industry one firm 
sent out a letter worded somewhat as follows: 


"This letter is being sent to our custo- 
mer and prospect list in explanation of 
our failure to follow the Association 
and aS an answer to the many derogatory 
statements that are being made about us 
by competitors because of our failure to 
follow itS priceS..ccecceee” 


We asked several of the largest letter 
shops what the reaction of their trade was to 
such a letter. One responded: 


"The letter sent out has reached many of 
our customers and as yet has failed to 
take a Single one away from us. We have 
had a great many customers talk to us 
about the letter or send us the letter 
with comments. Never have we heard any- 
one make a favorable comment on the 
stand taken. Quite a number have very 
severly criticized the letter. 


It is my belief that public opinion to- 
day is against anyone who seeks self- 

advancement by renegade methods when an 
industry is making an honest effort to 

Stabilize itself. Anyone who takes this 
attitude is making an earnest contribu- 
tion toward maintaining the old order of 





low wages, long hours and employment for | 
a limited number. It is time that 4 
everyone now operates under the new ar- 
rangement, but it is obvious that the 
whole scheme would eventually fall if a 
concerted effort were not made to scale 
prices upward to take care of the new 
scales. 


I give you this thought. By making a 
price agreement, one or two non-signers 
must gain some advantage amount the 
strictly price class of buyers. They 
can also get better prices for their 
work than they would normally get; just 
cutting slightly under the standard 
rates. All of which proves that they 
are not opposed to raising prices as 
they are interested in selfish advan- 
tage.’ 


We certainly need to be thankful that all 
of our members are of one accord in the new 
Trade Practice and Price Schedule effective 
January 15, 1934. 


THE CODE OF FAIR COMPETITION 


Codes of Fair Competition will go a long 
way in bringing stabilization and in elimina- 
ting disastrous price-cutting. But the one 
factor of stabilizing prices will of itself 
make it more than ever essential that we give 
more consideration to the service feature in 
our selling. Competition will be on the 
Cleaner and more constructive basis of service | 
to the customer, rather than on the destruc- 
tive basis of price alone. At least, that is 
what we should endeavor to make it. 


WHAT DOES THE HEADING “MAINTAINANCE OF 
FAIR COMPETITION" MEAN? 


"Maintainance of Fair Competition" means 
nothing more or less than that we are bound to | 
operate our businesses on the basis of equity, | 
that we are to operate on the basis of sound 
record keeping, that we are to determine the 
prices at which we shall sell our produce on | 
the basis of what is fair and equitable alike | 
to the three elements entering into the trans- 
action---the labor that produces it, the es- 
tablishment by and in which it is produced, 
and the consumer who makes use of it. 


“PRESIDENT'S CODE” EXTENDED 


. Industries and businesses not already 
covered by codes of fair competition have been 
invited by President Roosevelt to extend their 
operations under the President’s Reemployment 
Agreement four months beyond January 1, the 
original expiration date of the agreement. 

The order affects about 30 per cent of the 


country’s employes in industries eligible un- ; 


der separate codes but not yet operating under 
them. 
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A LOAN CORPORATION IS BEING FORMED BY 
THE NEW YORK EMPLOYING PRINTERS ASS'N 


Your headquarters has made inquiry re- 
garding A Loan Corporation being organized by 
the N.Y.E.P. Ass’n. 


At a meeting held at the New York Employ- 
ing Printers Association’s headquarters on 
Tuesday, January 9th, it was decided to form 
wnat has hitherto been called a Printers 
Mortgage Loan Company. It will, however, not 
bear that name. Mr. L.F.Sherman, counsel of 
the Association, is making application at 
Albany for a charter for the new company, the 
name of which probably will be the Graphic 
Arts Credit Corporation. Decision as to the 
name Selected rests with the authorities at 
Albany. 


The capital of the company will be 
$100,000, which will give it authority to ne- 
gotiate loans up to a total of one-half mil- 
lion dollars. All borrowers must be stock- 
nolders, but a practical plan for payment for 
the stock has been worked out. Individual 
responsibility will be limited. 


The R.F.C. will pass upon all credit 
risks, although the details mst be arranged 
through the credit corporation. Each loan 
will be secured by mortgage, making it proba- 
bly necessary, where there are at present 
mortgages on plants or equipment, to pay them 
off through the money received from the cor- 
poration. The initial expense to the borrower 
to consummate the details of the loan will not 
be burdensome. The loans may run for three 
years with interest at 6%, but reasonable 
amortization during the period of the loan 
will be required. 


If you would like further data regarding 
this Credit Vorporation phone headquarters 
JIrcle 74948. 


WE EXTEND OUR CONGRATULATIONS TO THE 
EMPLOYING ENGRAVERS ASSOCIATION, 


They have, "in conformity with the spirit 
of the President’s legislation and pending 
adoption of the Engraved Stationery Code, sub- 
mitted a supplementary list of Trade Prac- 


tices. The scale is not an arbitrary price 
fixing arrangement but is the result of a 
Careful and extensive analysis of labor, ad- 
ministration and overhead costs." 


The sooner an industry takes advantage of 
tne opportunity afforded them under the N.R.A, 
the quicker will be our emergence from 
depression levels. 


UNIFORM COST ACTIVITIES IN TRADE AND INDUSTRY 


The Policyholders Service Bureau of the 
Metropolitan Life Insurance Company has issued 
a comprehensive survey covering Uniform Cost 

—Activities in Trade and Industry. The survey 





is for free distribution and is interesting 
and profitable reading. An interesting com- 
ment in the survey is that 
"Several industries report having been de- 
terred from developing cost statistic 
through fear of legal complication. More 
recently, however, this phase of the sub- 
7-3 aaa to have been rather well clar- 
fied.' 


For copies of the survey, (no charge), 
write Metropolitan Life Insurance Company 
1 Madison Avenue, New York City Survey B 354 
"Uniform Cost Activities In Trade and Indus- 
try. 


TARIFF MEETING 


On January 4, 1934 a meeting was held at 
the Traffic Club, New York, of a group of 
Photo-Lithographers who are handling Railroad 
tariffs, etc. The group gathered informally. 
Fred W.fait, John S.Swift Co., Inc. acted as 
chairman. He opened the meet ing saying: 


"We are gathered here informally today to 
discuss primarily a Minimum Price Basis 
to cover the planographing of tariffs, 
division sheets, etc., for railroads and 
Steamship lines that will enable all of 
us to obtain a share of this business at 
a fair price. 


As you are all aware, the printing or 
planographing of tariffs is a highly 
specialized procedure, particularly in 
so far as the preparation of customer’s 
copy is concerned. Manuscript very of- 
ten borders upon illegibility and is at 
best, in the majority of jobs submitted, 
extremely difficult for even the well- 
trained and experienced typist to follow 
with a minimum of typographical errors. 
Here in our New York plant we have an- 
alyzed typing costs over a period of the 
past eight months, with the result that 
we ascertained that it costs on an aver- 
age of $1.05 to make a tariff page ready 
for the Camera. 


After final proof is corrected and the 
job goes to the camera, careful atten- 
tion to margins and to the size of the 
type face is required to meet the re- 

quirements of the Interstate Commerce 

Commission regulations. 


Contrary to general practice in produc- 
ing so called "commercial" work, bindery 
charges, such as folding, collating, and 
stitching, are included in the basic per 
page price charged for tariff work, 
which in many instances are expensive, 
particularly when it is necessary to 
send a job out to a trade bindery to 
meet a short-notice filing date. 


Service is a very important factor in 
connection with tariff printing. Over- 
time is not always authorized by the 
carrier, but we are expected to deliver 
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the job in time to file with the Inter- 
state Commerce Commission and or State 
Commissions without fail. This very of- 
ten means the payment of overtime which 
cannot be collected from the customer. 


Twenty-four hour service is often de- 
manded of us from time to time, for 
which no additional compensation is re- 
ceived. (Such service is never given on 
"commercial" jobs for less than 50% of 
the price of the complete job.) 


It should be borne in mind that the vol- 
ume of tariff work is steadily decreas- 
ing. Association or Agency issues have 
decreased in runs approximately 50% and 
individual line issues 30%. All car- 
riers are making every effort toward 
consolidation of tariffs and the number 
of pages per issue is steadily decreas- 
ing. There should therefore be a ten- 
dency to increase instead of decreasing 
prices. 


All of these "out of the ordinary" com- 
plications put the planographing of tar- 
iffs in a special category. Manifestly, 
we must protect our interests, and up- 
hold a minimum price that is commensur- 
ate with the special service rendered." 


Mr. Soderstrom was introduced to the 
group as Executive Secretary. He explained 
the advantages to be gained in formulating a 
Tariff Group to set up a policy and establish 
reasonable costs for handling tariff business. 
He cited the advantages gained by the Insur- 
ance and Commercial groups, under 1933 tem- 
porary working agreements. 


A full free discussion was entertained 
regarding all of the work operations incident 
to producing railroad material and a definite 
cost schedule for the metropolitan area for 
producing this material was agreed to. 


FUNCTIONS OF A COST SYSTEM 


The final objective of any manufacturing 
firm is to sell their product, or services, at 
a price which will enable them to recover all 
of the cost of that product, plus a reasonable 
profit. To do this, it is first necessary to 
know just what is the cost and one of the pur- 
poses of a cost system is to determine the 
cost. A cost system to be of maximum value, 
however, should not only determine the cost 
but should also develop the cost data in such 
a manner as to assist the manufacturer in se- 
curing the profit. 





There are three primary functions which 
any satisfactory cost system should fulfill 
for an individual manufacturer and no system 
is adequate unless it does provide for each. 


FIRST--To make possible the securing of an ac- 
curate cost on each job that goes through the 
plant in such a manner as to provide an intel- 
ligent basis for determining proper selling 
prices. 





SECOND--To enable the accounting department to | 


so keep its records as to provide definite 


statements monthly of the exact financial con- 


dition (Assets and Liabilities) and also an 
income statement, broken down into Sales Pro- 
fit and Operating Gain or Loss. 


THIRD--To provide sufficient statistical data 
to enable the executives to exercise close 
control over the detail operation of the bus- 
iness. 


THE EXECUTIVE SECRETARY 


The Executive Secretary is the represent- 
ative of the Association and of the Board of 
Directors and shall have full power to trans- 
act the general routine business of the Asso- 
ciation. He is repsonsible to the Board of 
Directors to whom he must report his official 
acts at regular Board meetings. 


He shall have full power to receive, in- 
vestigate, and whenever possible, settle all 
complaints referred to the Association. 


He shall have the right under courtesy 
from our members, to inspect all data, books, 
or other records relating to any complaint, 
and it is suggested to members that such an 
examination by the Executive Secretary be ac- 
cepted as full and complete by all parties to 
a complaint. 


He shall have the right to call together 
all parties to a complaint to expedite the 
settlement of differences arising between 
Photo-Lithographers. 


It is suggested that the Executive Secre- ~ 
tary refrain from calling on prospects or Cus- = 


tomers in investigating complaints, but when, 
in his judgment, it is necessary to call on a 
prospect or customer to obtain a true picture 
of conditions, he shall have that right, pro- 
vided however that he first obtains the con- 
sent of the members involved. 


He shall have the right to render deci- 
Sions in alli questions not covered by written 
record but shall be required to present in 
writing to the Board of Directors a list of 
all such decisions made at the next meeting. 


THE ASSESSMENT sent to members to cover 
Association expenses for January, February 
and March is due and payable at once. Have 
you sent in your check? 


E 
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THE NATIONAL CODE AUTHORITY OF THE LITHOGRAPHIC INDUSTRY 


Lithographic printing. 


This industry shall include all establishments using lithographic, 


planographic or photo-lithographic printing processes, and those producing transfers. 


The National Code Authority of this industry is the Board of Directors of the Lithograph- 


ers National Association. 


The Board of Directors of the Lithographers National Association for 1933-1934 includes 


the following: 


P.N. Calvert 
Harrison K. Caner, Jr. 
M.L. Davidson 

John H. Eleveld 
William S. Forbes 
Arthur A. Goes 

Robert R. Heywood 
Robert S. Holding, Jr. 
Ernest S. Lloyd 

JR. Lowe 

Trowbridge Marston 
Wm. He. Merten 

George R. Meyercord 
John Omwake 

William Ottmann 
Harry H. Platt 

Horace Reed 

Theodore Regensteiner 
G.P. Sauer 

Charles P. Schmid 
Thomas B. Sheridan 
E.E. Straus 

Milton P. Thwaite 
Jesse M. Tompsett 
S.F. Ziliox 


The Meyercord Co. 


Dennison & Sons 


Reserve Lithograph & Printing Company 
Ketterlinus Lithographic Mfg. Co. 
Western Lithograph Company 

Michigan Lithographing Co. 

Forbes Lithograph Mfg. Co. 

Goes Lithographing Company 

R.R. Heywood Company, Inc. 

The J.C. Hall Company 

Zabel Brothers Company, Inc. 

The Erie Lithographing & Printing Co. 
Kaumagraph Company 

The Strobridge Lithographing Company 


The U.S. Printing & Lithograph Co. 
American Lithographic Company, Inc. 
Sackett & Wilhelms Lithographing Corp. 
Niagara Lithograph Company 

The Regensteiner Corporation 

Philipp Lithographing Co. 

Trautmann, Bailey & Blampey 

American Bank Stationery Co. 
Courier-Journal Job Printing Co. 


Isler-Tompsett Lithographing Company 
Commercial Printing & Litnographing Co. 


Cleveland, Ohio 
Philadelphia, Pa. 
Los Angeles, Calif. 
Grand Rapids, Mich. 
Boston, Mass. 
Chicago, Ill. 

New York, N.Y. 
Providence, R.I. 
Philadelphia, Pa. 
Erie, Pa. 

New York, N.Y. 
Cincinnati, Ohio 
Chicago, Ill. 
Cincinnati, Ohio 
New York, N.Y. 

Long Island Vity, N.Y. 
Buffalo, N.Y. 
Chicago, Ill. 
Milwaukee, Wis. 
New York, N.Y. 
Baltimore,: Md. 
Louisville, Ky. 
Long Island City, N.Y. 
St. Louis, Mo. 
Akron, Ohio 





PHILADELPHIA PHOTO LITHOGRAPHERS ORGANIZE 


The Photo Lithographers of Philadelphia 
have organized a local Association under the 
leadership of R.W. Dailey, Brownell Photo- 
Lithograph Company. 


A Committee from New York spent January 
6th in Philadelphia to give the organization 
ommittee the benefit of our experience here 
in New York. Prices, considerably higher than 
ours, are at present in effect in Philadel- 
Dila.- AS soon aS reciprocity agreements are 
“iled with your headquarters, photo litho- 
srapners in this Metropolitan Area will be ex- 
pected to respect prices established by mem- 
cers of the Philadelphia Photo Lithographers 
-SSociation. 


INTERSTATE COMMERCE COMMISSION WORK 


A production cost has been determined on 
reports to be printed for the I.c.C. An agree- 
ment is in effect between local areas to sell 
these reports at prices no lower than cost, $1.85 
for printed pages and $1.48 for blank pages. 
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THE NEW YORK EMPLOYING PRINTERS ASS'N.,INC. 


We have received assurance from the New 
York Employing Printers Association that they 
will give us every cooperation in our Associa- 
tion activities. The N.Y.E.P.A. has a member- 
ship as follows: 
ACtiveece. eeeee oes0enlo 
Assoc jate. eeeeevee -102---478 


A statement was made some time ago that 
the N.Y.E.P.A. is composed of the "big fel- 
lows" in the industry who use their Associa- 
tion to oppress the "little fellows". In 
answer to this statement the Association says: 

"Of the active member's » 74 pay the pre- 

sent minimum dues of $3.25 per month; 
102 pay less than $5.00; 216, constitu- 
ting more than half of the total active 
members, pay less than $10.00 per month; 
8 pay the maximum of $150.00 per month. 
Each active member has the privilege of 
casting one vote on all questions at 
general Association meetings, without 
regard to the amount of dues he pays; 
all are on an equal basis." 
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SITUATIONS WANTED 


YOUNG MAN naving 9 years of production and 


estimating desires position with printer 
or lithographer. Can take full charge 

of office and lay out work for economical 
production. Familiar with all allied 
crafts--offset, lithography, process 
printing, die stamping, art work, photo- 
engraving, electrotyping, paper, ink, 
binding, ruling, die cutting, finishing, 
etc. 


Has been employed by firms doing job, 
book, catalog, color printing, publica- 
tions, and offset lithography. Phone 
Headquarters, CIrcle 7-4948. 


YOUNG WOMAN very ambitious desires position 


as stenographer in advertising concern. 
The firm giving this girl an opportunity 
to learn the business will get a highly 
recommended worker with plenty of abili- 
ty and initiative. Completed course 
given by Advertising Club of New York. 
Has had 7 years secretarial experience 
in Wall Street averaging salaries be- 
tween S25 and $35. Willing to start at 
$20. Phone Headquarters, CIrcle 7-4948. 


ACCOUNTANT-OFFICE MANAGER. Capable executive 


33 years old. Over 12 years experience 
in the printing industry in charge of 
accounting, tax matters, banking trans- 
actions, credits and collections. Good 
knowledge of estimating and purchases. 
Expert on costs and budgeting control. 
Call CIrcle 74948. 
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DEALING WITH THE THREE ENEMIES OF 
PHOTO LI THOGRAPHERS 


repeat, Photo Lithographers have three 
enemies: 


The Competitor, who wants your busi- 
ness aS mich or more than you do. 


The Salesman who does not always 


represent you and often misrepresents | 


youe 


The Purchasing Agents who do not 
always tell the truth. 


we effectively deal with these enemies?} 


Competitor -— Increase the use of 
photo lithography. 
Strengthen and enlarge 
our Association. Sell 
rather than Solicit. 


Salesman -— Careful checkup on 
stories. Put on higher 
type men. 


Purchasing Agents - Dishonest are few 
in number. Usually 
very fair. Educate 
salesmen to size up 
Situations. The 
attempt of a pur- 
chasing agent to 
"chisel" reflects 
on the one who is 


asked to "cooperate." | 


PASS THIS BULLETIN ON TO OTHERS IN YOUR ORGANIZATION WHO SHOULD READ IT. 


IF YOU DESIRE ADDITIONAL COPIES PLEASE REQUEST THEM. 
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MEMBERSHIP LIST 


NEW YORK PHOTO LITHOGRAPHERS ASSOCIATION 


Acme Photo Offset, Inc. 
599 Eleventh Avenue 
BRyant 9-0130 


Ardlee Service, Inc. 
239 West 39 Street 
CHickering 4-2616 


Charles Bruning Company, Inc. 
96-102 Reade Street 
BArclay 77-8300 


DeVinne Hallenbeck Co., Inc. 
80 Lafayette Street 
Worth 2-4880 


Finley Photo Print Company 
228 East 45 Street 
MUrray Hill 2-7449 


Gray Photo-Offset Corp. 
240 West 40 Street 
LOngacre 5-—6100 


K. Le Me Process Company 
305 East 45 Street 
MUrray Hill 4-6181 


Laurel Printing Company, Inc. 
100 Warren Street 
BArclay 7-8612 


National Process Company 
75 Varick Street 
CAnal 6-0366 


Newark Litho Company 
227 High Street 
Newark, Ned. 

HUmbolt 2-1592 


New York Lithographing Company 
37 East 18 Street 
ALgonquin 4-8464 


Photo Litho Service Company, Inc. 
145 Hudson Street 
WAlker 5-3381 


Photo Reproduction Company 
100 Sixth Avenue 
WAlker 5-0771 


Polygraphic Company of America, Inc. 
304 East 45 Street 
MUrray Hill 4-—1200 


Sackett & Wilhelms Corp. 
Thomson Avenue & Manley Street 
Long Island City, N.Y. 
IRonside 6-3800 


John S.Swift Co., Inc. 
230 West 17 Street 
CHelsea 3-1217 


Robert A. Welcke 
6 Varick Street 
WAlker 5-2865 





